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PT Jamsostek (Persero) Cabang Salemba terdapat tenaga marketing, yaitu
Account Officer (AO) memasarkan produk asuransi Jaminan Pemeliharaan
Kesehatan (JPK) dengan menggunakan personal selling untuk menawarkan JPK
kepada calon peserta atau nasabah di perusahaan. Penulisan Karya Ilmiah ini
bertujuan untuk mengetahui  promosi PT Jamsostek Cabang Salemba, Jakarta
Pusat. Metode yang digunakan dalam penilitian ini adalah anilisis deskriptif
dengan menggunakan pengumpulan data melalui studi pustaka, observasi
langsung. Personal Selling merupakan penyajian secara lisan oleh perusahaan
kepada satu atau beberapa calon pembelid engan tujuan agar barang dan jasa
yang ditawarkan dapat terjual. Promosi pada PT Jamsostek (Persero) Cabang
Salemba, menggunakan personal selling yaitu komunikasi dua arah antara
(Account Officer) dan nasabah atau pelanggan pada PT Jamsostek (Persero)
Cabang Salemba. PT Jamsostek (Persero) Cabang Salemba menggunakan
beberapa tahapan proses personal selling, yaitu mencari target calon nasabah,
pra pendekatan, pendekatan, sosialisasi dan presentasi, menangani penolakan,
menutup informasi penjualan, dan tindak lanjut dan pendaftaran nasabah. PT
Jamsostek (Persero) Cabang Salemba menggunakan beberapa tahapan promosi
personal selling dimulai dengan tahapan mencari target calon nasabah sampai
dengan tahapan pendaftaran nasabah. Jamsostek memilih segmen dalam proses
personal selling, yaitu Perusahaan Wajib Belum Terdaftar.
Kata Kunci : Promosi, Personal selling PT Jamsostek Cabang Salemba
ii
ABSTRACT
RACHMAT ABDUL FICKAR. 2012. 8223088144. ANALYSIS OF PERSONAL
SELLING PROMOTION STRATEGY JPK PRODUCT AT PT. JAMSOSTEK
(PERSERO) BRANCH SALEMBA USING STP. Marketing Management DIII Study
Program , Major Management , Economic Faculty, Universitas of State Jakarta.
PT Jamsostek (Persero) Branch Salemba there marketing power, ie Accounts
Officer (AO) to market insurance products Health Insurance (JPK) to use personal
selling to offer JPK potential audience or customers in the company. Scientific
Writing aims to determine promotion Jamsostek Branch Salemba, Central Jakarta.
The method used in this penilitian is descriptive anilisis using data collection through
literature study, direct observation. Personal Selling is an oral presentation by the
company to one or several candidates pembelid ith the goal of keeping the goods
and services offered can be sold. Promotions at PT Jamsostek (Persero) Salemba
Branch, using personal selling is a two-way communication between (Accounts
Officer) and clients or customers at PT Jamsostek (Persero) Salemba Branch. PT
Jamsostek (Persero) Salemba Branch uses several stages of the process of
personal selling, which is looking for a target prospective customers, pre approach,
approach, socialization and presentations, handle objections, close sales
information, and follow-up and customer registration. PT Jamsostek (Persero)
Branch Salemba using multiple stages of selling personal promotion begins with the
stage of seeking to target potential customers with the stage of the customer
registration. Jamsostek select the segment in the personal selling process, namely
Payer Not Registered Company.
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